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t the 81st Annual Convention, Religious Education
(,ongress and Exposition held in Boston, MA on April

1 ﬁ 23-26, 1984, the Office of Pevelopment/NCEA of-

fered its first symposiumeon development. Six major topic
areas svere addressed as well as twenty-four break-out ses-
sions, NCEA members’ need for assistance in the establish-
ment of development programs at the local and diocesan,
levels has been established. The Natioral *Catholic Lduca-
tional A.sswgqldll()n is meeting that need. .

This publécation is the, first of a proposed “how to” series
which will give pt‘lCtl(.dl helps in various areas of develop-
ment. The two topics selected for publation werk given as
presentations'at the Boston convention. his series of books
will offer concrete and practical suggestions for various parts
of 4 total development &ffort! If the directions are follpwed,
Cathvlic institutions will have successful development pro-
grams s the near future. v *

I am grateful to Dr. Robert L. Stuhr and Mr. Jerry A, Jare for
agreeing to share this material in written form.: They aad
other development officers from throughout the United
Stiates have given ‘gener ously of their time and talent, so‘that a
Turge number of NCEA members may share their insights and
enthfisiasm for the continued mission of American Catholic
education. )

Readers of thishook are encouraged to send comments as

well as suggestions for additional de\elopment topics of J

other “how 10" books to the Development,Office/NCEA,

S

-

Rev. Robert J. Yeager
Vice President/Development .
Mav 1. 1984 _ !
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wmual F‘und .

Cornerstone of

Develop ment

,

Dr. Robert‘L. Stuhr y g

Q
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% ¢ ost schools today realize therimportance of a
srong, well-organized Annual Fund. Not only is
the Annual Fundan excellent source of support for
current operations (the most recent Voluntary Support of *
Fducation Report shows that 56 percent of support received
by colleges and universities, and 33 percent of the funds
received by privite elementary and secondagy schools werd
£ tor current dperations), but it provides excellent contact with
a school's publics. The Annual Fund- offeps the opportunity
for continuing contact with the donor, continging cultiv: .mun
. It helps to huﬂd the habit of regular giving., . <
To the !unur the Annual Ftind sefpresents an Gppmtunm
* toshow supporgof the sghnul‘.ldmmwtn vote” or withkold
a show of confidgnee in the insthution. The-g s,r.mtudc- recog-
. nition, qnd thanks prov nd\d by thmhnul are soutees of
pleasure to the donor, .
o Mot too long ago, the Annual Fund was scorned- as a vehicle
for small gifis. It was thoughit of as something done "hetween
< campaigns.” Tewas thought that only small gifts were given to
an Annual Fund, Most institutions today hiyve an Annual Fund
which thev maintain and increase year after vear, cmmf{umg
1 at anaceelerated pace even during an intensive capital fund
program. : ‘e
Our firm hds advocaied the Annu d Fund since our found--
my three nd ahalt decadesgo. We hc‘hc\g the Annual Fund
sull offers tremendous potential for increased support
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Deﬂnitions Arthis pomt we need to consider yee definitions. First,
. . the definition of developmen}. Secongy the definition of g -
dev elopment program. And’ third the definition of an Annual { p
. : Fund. - . ;

) . . . ,
-

Development =

“ The overall concept'of development holds thiat the highest
. destiny of an institution ran be realized only by a total effort
: ’ on the part of the institution to analyz€ 118 educational ar
- ' programmatic philosophy and activities, to crystalize its ob-

jectives, project them into the future, and take thé necessary

“ . .sepsto redhze them. .
Developm@t Program '
. " A development program is a concettcd effon to pmvtde .
K | -~ new resources for an institution through: - . '
' - a. Building understanding and acceptange for the institu- ~
e = tion. , DL
_b. Providing the kind and quality of students th.u the in-
. ; v stitution’ wants and can best serve. c
N
‘. ¢. Ohtaining financial support for current operations,
T special pmiecm and cSpiml growth. . o
- "'+ Four Parts to a Program for Financial Support: ;
t . b ' 7/
) . . Arm,uml‘Gn:mg - | /
® Continuing Efforts to Fund Projects ./
© Yo e .. ® Major Capital Objectives ' ’
. ‘i'}_ Ty 8 peferred Giving/Estate Planning Program.
[N < N
v Requirements for Development Prograqa —An institution -
. has a sucgessful development program when ig; - .
a4 Carefully defines its mission.
b, Establishes a specific program for the .xcmmphshmem
. ) ~of this nvission. A .
- K ¢. Identifies, informs e ruuwum.t@lmn in its interestall
) “ those who can make a significant (Quiribution to the
« . fulfillment of the institution’s missien. @~ "
LY
[N . . .
: g Annual Fund , ' )
- e . " An Annual Fund is simply aprogram which copsistently n
> tevery vear) solicits gifts from "all of ies various publics or
constituencies. . K &
g .




Reqitlsites 'I‘here@: five requisifes for a successtul Annual bt ) =
. 'k -

‘ ‘::':‘\

. The Ann&ldl Fund igmore thah just 4 fund campaign. 1t is a

. coorchn.uev.i wncentr.ued effort on the part of a school 0™~
p!an one major, protessmnal effort which can produce better
results than iy small ¢ | tampaigns. Itinvalves good orgadiiza-
tion, a case statgrpent, goals, prospects, volunteers, 4 timeta
ble, a use nf many® says of ‘Lomnmuucatmg with donors,
solicitation, acgurite, 1’eu>r¢ |ecos,mtion e\dlu.muu and
planning for the next year’y: Fafnudl Fupd. . o

.8 R
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Part Qf Ongoing Development Program - .

The Annual Program 1.,ues on at the same time as the efforts .

o to obtain funds throﬁﬁh capital efforts or estate planning.:
\'e\cr dnscontmue an Annu.ll Fund even dum (4 major,

e Bgdbles your institution to broaden its base of suppnrt
One of the guals yf an Annual Fund is increased paytici-
. pation from all vour publics. You leavedo one ot
; e “Is a mijor source of obtaining funds cf(%mréstricwa‘l
' currensoperations. This is money which enables you'to
«_ pavyour hills, operate ingthe black. Many capital tunds
are restrietedl. Anmual Funds are nor mdll\‘ lll’lrt’\tfl(.t(,d

as touse. | v " >

' 4
. o Enceurages }uur donors to give each u}u =t setinthe
-hubit of supbnrt voe

. S[geaﬂc Stated Pm pme.s y "

. ﬁ Set specific, meoLsumhle goals, Construct a strong casc.
. - Denmnsuate its importance. Show what past suppmt has .
.uunp shed.

Enbancement Of The Educationdl Program

Utrestricted current operations are mainly necded hu§:“’

don't use the term “unrestricted current operations.” Jt has

no romance or appeal. Talk about maintining and enhancing .

excellence, of providing financial aid and scholarships, of

- improving -t plint, of maintaining and enhancing great
teaching and quality programs. But shew specifically what
success of the Fund will mean

\\
h ry . .
\ ~ -8 ’ 10y . N s
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. Steps To A

Successful
Annual
Fund
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Avs: enment To A Deﬂmle Time Period X ¥'\ ]

Mike donors —uand your own staff—acutely .m.‘nc.of the
Fund'stime periad. Dogs it last throwgh the calendar vear? Or
vour school's fiscal yvear? Publicize the F und's date, deadhnes,
goals interms of wollass andt donors., churt on pm;.,was from

time to time,

L
Requires A Case Smwmem | . P

What is the { case: for support af vour s¢hool? Fersuceess i
the ‘Annugil Fund? A case statement is ot only your” sellmg,
pitch (elling your publics ho you are, what vou are try mg(//
dogand how), but also a document which lays out your plan . e
.md its methods iind helps toebtain internal consensus on the ™ :
part of agministrators, trustees, staff and other volunteers. 5

Hate A Wrm‘en Plan

Oiyl dg,wements are not enough. Put it all down m

wr mng.,—&-—the purpose of the Fund, the publics you will culti-
vate and solicit, the ways you will do this, the schedule of
m"uhn;.,s' of phon-a-thons, of meétings, of goals in tesms of
mynhenl of donors and dulLus the torms of ‘uknuwlcci@,c
ment and recognition. Give \uuuclt plcnt\ of time. An An-
nual ¥ und which begins in Septembershould be planned th
pr uedm;,\‘sp: ing. Summeris the time to plin an Annual Funﬁ '
which th.,im with the caleidar vear. .

H
[y

-

‘Ch:culate Your Plan .

Like the case statement, your plan for the Annual Fund can
help vou obliin consensus internally —with ullzlm adminis-
trators, fieulty, trustees, volunteer leaders. Dunhg the forma.
tion of the plan, show tentative drafts and ask for suggestions &
from vour volunteer leadership. The cemmuniciftion of the ’
ph mnum, process is often more important than !hc plan itself.

()rgamzation .

you need a volunteer chairman for the Aanual Fund—
someone who has influence, knowledge of vour school, the
contidence of the community, who has the ability to atract

“others onto the team of the Annual Fund. This leader should

he someone frogm your own publics —an alumnus, a parent, it
Board mentber, For each public vouwill solicit —aggin, such
publics as .munm parents, past parents, neighbors, the busi-

. 4 G«
» . >
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ness cofumunity, and other frientds—select a chairman,
Build wi organization chart. Show the public, the volunteer

-head, the staff petson assigned 1o work. with that public, the

goal m termis of doilary and donurs.

.Build-:zmd Expand A Volunteer Team D m -
’ . . . , e e [
"\e've said it betore; we'll say it again: " Staff members can

roir from a Bousetop and be_overlogked: volunieers can -

whisper and A}w reverberation is pnm-rtul Never underes-
fimare the power of youraolunteers, Youshould have volun-
“thers from every puhhn vou solicit, For an ¥ lt*nwntmv or
secondary, sch(’ml parents ar¢ perhaps the maost impprtant

Isource of volunteer leddsrs and also support. Puast parents,.

gmmphems alumni, Luuhy and staff, former faculty and
sstuffZneighbors, business ’kuldt’l\ church leiders; all are

‘ muxcea for volunths and t\)r stlppoﬂ

l’rm'ide I‘rummg For Your Volbtmeerc

\()luntec;s are busy peo le with many demands. of their
times They lo\k to the staft fo ,&,ulddnce, materials, remind-

. ers, support and leadership: Givg them ajob they can dowith -

proper training, andshen provide the.training,. Cmnmunicutc

. the factthat thte AnnualFund is more than fund-raisfng —it is

'a program to ensurm of vour school, to help it
lL'dhiL‘ its full potentil, t tuin and enhance the cxeel-
lénce of its programs. Choose carefully —and’ get the advice
of others—prospects for your workers, lmpmt.mt money is

‘raised by having important people call nn important people
for important purposes.

'Be Sure The Leadership In The Annual Fund Has
Status In }’(mr Overall Development Program %

Fund leader shnp should be part of the main development
team, with status on your Board. Otherwise, the Annual Fund
“will belong nnl\ to the development dncum

'

Study Your V_arlous Constituencies Or Publics

‘Gauge vour appeal to each public’s interests, expectations,
and convenience. Segment vour main publics such as alumni
into older, vounger, cunent donors, non-donors, depart.
ments’ hckls of study, etc. Study the best way of compmunicai-
ing with ‘each segment and the kind of appeal and.liming,
which woula arouse the gterest anyg gain the g p,rez;t\est re-
, sponse from thyt sq,mem o }ur puhlg\lc

. i

e
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Use Multiple Means Of Communicat{on -
Thete afe many ways to Eommunicate with your prospec-
- tive donors:
. a. Dtrect Mail is the most common. Concise letters and
folders ahowmathe purposes of the Fund, what it can

accomplish, how it-will-enlance the school, are neces-
. sary. Letters should be signe by persons with leader- ;
— .. .-'__ shiproles in your Fund.and in your scheol’s volunteer . ..
' * team or administration. Letters should be personallzed '
"as much as possible.- When possible, use the proper .
salutation, have the writer, sign personally, add a per-.
sonal note. Folders, brochures may be included with a
cover note. They offer variety. Vary the appearances of
your mailings. Don’t always use the same envelope or ™
letterhead. There are traditional mailings which work. . ¢
For example, the LYBNT mailing sent to those whogive -
“last year byt not this” is effective if it is sent just a few
weeks before the Fund's close and, especially, if it is
personalized.

b. Develop a Pbon-a-thon. 'I‘hey are growing niore com-
mon. And they work. You can do it, too. Use alumni or,
students or parents, or even faculty and staff as callers.
Make “calls brief, friendly, to the point. Often, you can_
find places in your community where there are up to 6
to 12 phones you ¢an use wi?hout charge.

¢. Foralumni, solicztatiorzby class is important. Appoint 2
chairman for the Fund from each class. Ask the chair-

man to write, or call each member of the class. Phone
solicitation is important with parents, too.

d. Build programs of special giving by anmversarl classes
(such as the 10th, 25th, 40th and 50th year classes.)

e. Of all forms of solicitation, personal solicitation is the
most effective. Asking key persons to call on,other
important prospects is mecessary. Don't overload.them
with assignments. If you can assemble a team of dedi-
cated volunteers who will cali on five or so prospects

* each, this will provide an important nucleus for your
Fund.

Mafjor Gifts

This brings us to the subject of major gifts. We know thatin
successful capital campaigns, about 85 to 90 percent of the
money. cames from 540 03ercent of the donors. This ratio




does not hold for Annual Funds where the emphasis is on
broadening the base for support. However, major gifts are
important to Annual Funds. Obtaining major gifts requires a
planned 'strategy. Major gifts don’t just happen—someone
makes them happen. The sequence of stepg for being suc-
cessful in obtaining major gifts begins with—

Effective research by the staff among the organization's
key constituents to identify individuals, foundations and
corporations capable of making a substantial commit-
ment to the organization’s programs; then

Cultivationr of the prospect to bring him or her into a
closer relationship with the institution and its programs;
then .

Involvement of the prospect in the activities of the in-
stitution, through participation on a committee or as a
member of the Board of Associates or Trustces; then
Ask for the gift! Some gifts are never received simply

- because the “ask” néver occurs. When the time is right,

the most influential person (staff, volunteer, president)
must make a presentation and ask for a specitic gift; then
Extend proper acknowledgement for the gift. Be
prompt, be thorough, be appropriate; and finally,
Provide recognition to the donor. Make sure you know
that recognition is to the donor's liking. Not all donors
want a public fanfare over a major gift, yet nearly every-
one desires some degree of recognition.

Each step prepares the way for the next step if it is success-
ful. If it is not successful, different ways of reaching the next
step must be found. Continuous activity is important. And
when the top step is reached, it is usually time to repeat the

Drocess.
Recognition
Acknowledgement
Asking for
the Investment
Involvement
Cultivation
) Evaluation
Research and
Q ification R | 1 4 )
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Challenge Gift

A challenge gift is a powerful stimulus to activating volun-

teers and staff and attracting donors. Obtain a gift from a
foundation, corporation, or person (or several persons) con-
ditional to your meeting a challenge in the form of an in-
creased goal of dollars or donors. The challenge could be that
the donor would match dollar for dollar what you raise up to
a prescribed limit. Or, it could be in terms of the number of
donors who give; or in terms of the amount of “new money”
vou raise. A challenge gift of an impressive amoung will have
great impact on your Annual Fund anrd get people to work

and give. But, make the challenge the reat thing, with condi- -

tions that make you stretch—-not just a gift you'll get anyway,
whether or not you fulfill the challenge.
\ .

Donor Recognition Clubs Or Annual Giving Clubs

Every gift to your Annual Fund is iniportant. Every ;;ift
should be acknowledged 'so that the donor will know it
helped reach the goal. Often, small gifts represent as much or
-more dedication and interest on the part of the donor than
major gifts. However, to reach your goals you will need some
large gifts, made by people who place your school high on
their priority of ““causes.” Thus, Donor Kecognition Clubs for

those making annual gifts of certain amounts help stimulate
giving and keep the donor tied to your institution. “*Clubs”

may be set for those who give $10,000 a year, or $1,000, or
$500, or $100. Fringe benefits for members of tne various
Clubs will differ, but may include invitations to a dinner,
luncheon, concert, lecture, or other special occasions. Often.
membership cards and mementos or .gluqués are given.
Donors are proud of this recognition and take. it seriously.
Development officers should also.
‘!'

Annual Honor Roll Of Donors

One of the best forms of recognition is the annual honor
roll of donor.é, showing gifts (not in amount) in name by
public such as alumni, parents,’friends. etc. Donors appre-
ciate this. But spell their names correctly or you'li hear from
them.

And, don't forget the Preliminary Honor Roll ar Galley
Proof, mailed some weeks before the Fund's end as a means

of motivating the donor to send in his gift to meet the dead-

line for listing in the Anmill eport.

o)



Add Specialized Support Groups To. The Annual Fund
Donors will make additional gifts——separate from their

gifts to the Annual Fund—each year to special interest

groups such as Athletic Booster Clubs Friends of the Library, ¢

Fine Arts projects, and special departmental funds.
S

Establish A Budéet For The Annual Fund N

Remember, it takes money to raise money. Cost of the *

Annual Fund should be included in the development budget.
Estimate the kinds of promotional pieces, types of paper,
letterheads, postage, mailing costs, .travel, phone, and in-.
office duplicating. Percentage of costs should drop as the
Fund grows. ) .

e

Records

Records are a “must”’ in acknowledging gifts and providing
recognition. Records also provide the basis for future Annual
Funds. Thé most likely prospects for gifts are past donors.

A basic giving record for every gift is a place to begin—
whether the donor is an individual, a foundation, firm, or
business. Start out by listing for each gift:

Name of Donor
Address, Phone Number
Amount of Gift; date
Purpose of Gift

Key Contact Person (in case of foundation or firm).
Pledge or fully paid; date -

Worker who helped get the gift -

Donor type —alumnus, parent, firm, etc.

Special interest of donor

what follow-through must take place

(]

Use The Files In Cultivating And Soliciting

Keep records and files on each donor and use them. Many
schools work on donors without consulting the files to find
out past history with the prospect. The files should provide
the basis for future contacts with donors.

Reports

It is important in an Annual Fund to report at least monthly
(or semi-monthly) to your chairman and committee mem-

bers. The Report on Sources of Gifts should include informa- 4
tion.on: . !

-\»_-3;.'. 16 o 9!
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'~ time and the goal for the cyrrent fund year and show the |

L

v

a. 'Giving by publics (such as alumni, parents, firms, indi-
viduals, etc.) Use amounts and numbers of donors (not
nuntber of gifts.) . .

b.- Compare to: :
® Cumulative giving so far this Fund year.

e Cumulative giving last year at this time
® Goal for current Fund year.

The report on Use or Purposes of Gift should compare the
amounts of giving for each public with giving last year at this

-~

following totals: - ‘ . .
¢ Current Operations —Unrestricted and Restricted
® Capital Gifts— Unrestricted and Restricted
® Bequests and Deferred Gifts.

?
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Since a main purpose of the Annual Fund is to broaden the

. » base of support for your school and also to identify from the

giving eacl) year a select group of interested friends who can
make major gifts, the process of identifying prospects must be
continuous. v

You can't buy lists with any certainty of returns. Also, you

. can't afford-to spend time researching the five dollar donor.
Thus, you should avail yourself of: printed lists of major
donors which are surpnsmgly readily available and .uften .

with no cost.
In your Qwn community, look at directories of clubs,
community prestige group memberships, contnbutor lists to

major hospitals, colleges, symphony orchestras, art groups, -

museums, bank' trustees, major shareowners of local corpo-
rations. Zip Code Directories can indicate concentration of
wealth. Forbes, Fortune and magazmes of every major com-
munity regularly have lists of the wealthiest individuals. Also,
and this is all-important—ask leaders to be on your boards
and committees. Business leaders can steer you to their
wealthy peers. Alumni and parents know prospects in their
communities. Ask. Inquire. Research

Speedy Acknowledgement, Accurate, Fast Recording
Of Gifts Are Musts

Donors expect to be acknoévledged and thanked, The
sooner you do this and the more accurate you are as to the

amount, pledge, cash payrnent, and purpose of the gift, the _

B
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more you will convince the donor of your appreciation. The

B business efficiency of your institution is also noted.

Publicity - .

Let the world know of your success. In an Annual Fund it is
important to publicize at the end of the Fund year any suc-
cesses in—increase of donors, dollar amount, etc. Donors
will not stop giving because they think you have too much
money. They'll want to get on the bandwagon of success. Give
full credit to yeur committees of volunteers and their chair- |

_men. Consider stories of mdjor gifts in your'own publications

as well as the local press. Bequests should always beypub-
licized whether or not you list the amount even if it is small.

A Positive Attitude k .-

Nothing is more important in the success of the Annual
Fund than a positive attitude of belief in the institution’s
program and belief in the importance of the Annual Fund in
helping the school reach its educational goa[ls

The Annual Fund is’a training ground for—

¢ the donor who, thrpugh the Fund, is encouraged to give

»

regularly.  « , .

e the school staff who' through their gratitude and ac- '
knowledgement win the prospect over into the set of )
loyal friends.

s the administrators who because of the Fund get to know .

their donors better and can soon approach some of
them for major gifts in projects in which they are most
interested.

’

Remember. ..

F %‘ he Annual Fund is more than just a conduit for money. It

is the best means available of taking the-temperature of
your donors, of inculcating a habit of giving regularly, of
cultivating friends, of expanding your support, and moving
the donor to a major gift. v
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ast vear donors gave over 835 Billion o charities
through bequests and other deferred gift forms. |
assume that a certain percentage of those donors
were Gatholics, born, raised and educated through our parish
grade schools, high sgh(mls and colleges. Indeed, we proba-
blv spent more time with them during their htcumc than the
institution that received their charitable gift.

What ciuses donors tagive to St Joseph Hospital, the
University of Notre Dame, the missions ete.. and not their
parish, parish school or secondam school? 1 can only believe
the answer lies within the phrase: becaiese youe neter mlev(l
them for such a gift - .

It would be hard to poll parishes and schools across the

country 1o get a4 real analysts o promotional programs
underwin to secure charitable gitts, but my guess would be
that such progrims are not given much tme or resources.

-

Pasters and school administrators have to view ag Fste
Planning Program as yet another program to dealavith, They

sed this progran in the same light as they see programs such:
as grant writing, corporate solicitation, and fund-raising
ceeats This program clls tor a certam umount of direction,

commitment and involvement on the part ot the parish-
school leader if it is o represent a new resource for the
development and maintenance ht Catholic education in the

vears to follow :
19 .
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Whatls 'oFinancial' institutions all across the country have beén en-
.Estate - - - - couraging more sophisttcated -estate-planning for young -
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. However, in this case, a pro;.r'lm offering. long- -range fi-

« nancial stbility; need not be completely organized and ad-

cl ministered by the pastor or school administrator. This is one
. program that is better handled by professionals who deal in

- Estate Pl'}nmng on a daily basis. ' >

-~ ‘ * ' Ll '

n

* Plann ing? couples, senior cmcem and widows in an attempt to have

them put together a financial plan’that will take care of.their.

financial needs for retirement, disability of long-term illness,

. ~* college education of children, care of survivors and other
. .needs. They have packaged plans that can be suited to the-

current regources of individuals all in an atempt to have
‘ » them m1ke ‘wise investments in their future. Because 'of the

cial knowledgc this is best done by professionals. Thus it i$

v A gives you an idea of what must be consldered in an indi-
vidual estate phn '

P2

I‘ABI E A (‘omﬁonetus of an Individual Estate Plan

l. Major Medical/Emergency Coverage
2. Disability Insurance 4,
A 3. Life Insurance .

4, Retirement prograin/provisions

N

. Charitahle giving proviaiom

e B e e - e e i 4 rt

a

Within the context of a good estate plan, provision is made
for bequests,'(charjmble gifts t‘hrough a will) to relatives,
survivors, and charities supported by the individual during

' his liferime. Donors are encouraged to provide for the foss of
their gift income to an institution through a charitable_be-
quest which provides for an annual income to replace what

.
4

- o200 ¢

tax |mphcanons and the need for up-to date legal and fman- R

. not necessary or advisable for the pastor or school adminis..
¢ trdtor to put themselves in the position of needing to knowall -
about Estate Planning hefore getting into its promotion. Table



they are now giving, Where will Father Smith find another Mt.
Jones, who gives $4- 5,000 a year in the offertory, as well as
other special gifts during the year? Has Father Smith ever

“talked with Mr. Jones about a plan to keep that income

coming to the parish? An alumnus of a high school who gives
generously? Who will replace him at death?

There are a number bf other advantages to Estate Planning

- for our prishes and schools:

-1 LonorageneraUy make larger gifts toafuture fund t.han
to currént SUPpPOrt programs.

2. Current funds of deferred gifts are yours. Donors stay.
with you during their lifeume'zf they have made a de-
ferred gift. "

3. Economic stability for your institurion ¢

More giving. options to*donors.

o+

5. Upgrade the amount of donors and contributions with

deferred gifts.

6. Your institution looks more professnonal/sophxsticated
and thus deserving of more serious gifts.

Remeniber too thére are many advantages to the donor or
prospective donor as well. Those who can't afford big gifts
now, may still give them, but as deferred gifts. Their financial
securityremains intact because the gift is made operable only
at death. Substantial tax savings dollafs especially if long-term
capital gains securiues/properties are used enhances the
value of their estate. Estate gifts are usually memorial' gifts
which insures the name of the d,onor or family living on
heyond death. .

5

K3

TABLE B Advantages to Donor in Estate Plannlng
(Needs of the Donor)

1. Larger gifts possible if deferred. ’
(Prestige. Renown.)

2. Financial security, gift effective at death. -
( Peace of mind. Confidence )

3. Estate tax dollars saved, resuiting in larger estate.
{ Wisdlon. Shrewdness. } ot o .

4. Mémorlal gift opportunity to honor name and family.
(Honor. Recognition. Prasse.)

v
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As much as all instxtuuons can and should do somethmg to.

o lngredienl;s promote ‘bequests and other charitable gifts, not all instjtu-
tions have the right clmzate to attract serious donors in this

ared.
What is meant by that?

1. Are you thankful for and to your current donors?
2. Do you use’ your current resources, wisely and are you

Step-By-Step
‘Approach

now bemg perceived as a gund steward of resources?

3-Do you- pfojeCtan ithage of stabitity: does it appear that =~
., You have direction, a plan, know where you are gomg’ :

4. Do you have a profile on your current donor base and

some understanding of their needs and how you might
sausfy them?

5. Do'you provide them with attractive investment options

and encourage gift glvmg’a Sometimes we don ~—for
fear &f talking money.

6. Do you share your dreams for the parish/school with

b
&

your donors and ask thém ‘to be part of those dreams?

One would assume mrhaps\rhfu the, mgredzemb were,

, ciation of geﬁexosity must be present; .bpeciﬂc opp

must be offere®, intended to meet the needs of thé individual
donor—not the needs of the parish or school-—and the’
commitment will follow. This is good pm‘lbh school de-
veiopmem and works every time.

Let's assume for the moment that the givens above are
pretty much in place or that steps are being taken to either
improve conditions or enhance them. You might now be
ready to consider an Estate-Planning progmm What should
vou do first? There are Seven basic Steps:

1.

SN

M A

Re wd Estate’ Planning -matertals for your own undet

Begm asking, people to make out their wills.

Offer plarined giving seminars and will clinics.
- Send out periodic mailings on Estate Planning,
Establish a Planned Giving Committ
Begira program of personal contac

Be patient. repeat the gcle, repeat what works.




te

Now let's very brieﬂy take alookat these Steps one atatime
and see what is entailed. . \ \

1. Read avauabze materials - . .

we Al receive promotional matérials from our local col-
leges, hospitals, mission.groups and other national societies;
our local banks and insurance people have promononal
materials. Collect them.and read them to get an understand-

__ing of the basic_terminology and concepts. "Look at some of

'

the eptions and possibilities. Get to know and talk with atrust

officer of a bank, an attorney thvat deals in estates; learn from
them. They will bevaluable resources for you later on in your
program. Read*Brosterman’s The Complete Estate Planning

. Guide* —wrﬂten in plain simple, language. Remember, this
“extercise is not to make you-an-expert in the field. Don't
dttenﬁat tp learn “everything there is to know about it: it -

thanges constamly o ' :

2. Begm askmg peaple to make out thety wills d

People cannot leaye money in their will to anyone without
a legal, up-to-date will. Yout Tirst phase of the program hasto
be to encourage will making. You can do this throtgh litele
motivational phrases in'your parish bylletins, alumni news-
letters; through editorials or homilies from time to time, The
moreyou encourage good stewardship th the contextgt adult

education, the more likely you will be remembered whenthe

actual will ] is written.

3. Offer Planned Giving Sem,mars/ will Cllnics

People appreciate good advice and good free advice. Haves
professionals from your own parlsh or school put together
either*a series of quarterly seminars of estate planning,

investments; setting up trusts, looking to retirement, &tc. This

should be coupled with some genéral advice and encour-
ageinent about making sure your will is in order to preserve
the resources you plan so hard to protect. PTA meetings,
Sunday afternoons or alumni meetings are good times to

“hring in guest speakers on this topic—without any real pres-.

sure on your part to attempt to persuade your aydience. Your
local bank will offer to do these clinics for you if you have no

.4
&

*Brosterman, Robert: The Complete fstate Planning Guide Rev.ed. 1981,
p.lp 3.95. New lum,num Uhr arv, 1633 Bmadw:n New York, NY 10019
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« one available. If the program has been helpful td them, given o
) " ,as a serviee to them, people will remember yo when their .+
estate plans are being made. _ E '

4. Send out periodic mailings _
* A good varigty of brochures and ﬂ;'ers are availale to be
mailed on a ¢ycle basis to all your potential prospects, °~
families to the parish, all alumni. They can be putchased
cheaply, mailed out bulk rate, with a cuver letter from the
paster/school administrator. They are usually read and the
. advice apprecxated This can be done orice a year in connle¢-
- tion with a will clinic and/or homify or as part of a quarterly -
- program. Here 1 would recommend the materials from =
b Robert F. Sharpe and Company, Memphis, TN. Theywould be
e happy to send materials and offer suggestidns in designmg
your prograni. Table C xllustrates a sample nm:lmg L

IR Y
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TABLE C Suggested Direct Mail Package (Quarterly M’iiling)

R P et e et A 3 rwiom L oot o 8 [

e Mailing to'&ntire parish listing/alumnli listing
e Useof brochure. Imprinting log® extra. . T :

e Cover letter highlighting brochure subjects

“
BROCHURES* - -~
FHE STATE H-AS MADII YOUR WILL ' ’ .
WHEN SHOULD A WOMEN WRITE HER WILL

11 THINGS TO REMEMBER IF YOU PLAN TO REMEMBER US - =
IN YOUR \Yﬂ.l. . - :

N YOU NEVER NEED TO CHANGE YOUR WILL UNLESS . ..
. [

*

4000 maiting piecés each quarter .
8115 per thousand (16,000) , .
. $1,840 plus postage )
Prices sv:xb]cct to change . -
‘Brmhuru are l'mm Robert F. Shatpe and C umpzm} 5050 Poplar Avenue, Memphis, TN %81 57
. 5. Establish a Planned Giving Committee

This proggam, like many others at the parish needs atten-
v * tion and 4 commitment of time and money. With this forma-
tion of a Committee, wn'aprised of real expertise, the pro-
gram will not only work; but will flourish in terms of its
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return. These men dnd women lut'e one task at hand and that
is to help design/tailor a Planned Giving m'ogram foryouand

s - * see that it, produces results. Include a ‘bank trust ofﬁcer

. ' mveatmt.m counselor attorney, insugance agent and on& of
S b your majot” dotiors on the Commiuee; meet and design 2
-’ .. . progr‘im and g process for tollowmg thgough '
, 6 Begm a program of personal rontacts :
v ' Most erkyoandidates forgbeque§t are current donors, the
o '. . people who attendecl_ygur w:ll‘ clinics and senfinars, those
, T\- . "\ [ ‘e LN {-
TABLE D Some Gift Options - ..
CﬂSb ‘.“ . - o7
. A Bequest equal to that of an heir. oo
" 0; A Specific Amount~ $1-3,000, etc. . N B

® Ah Ammmt €qual tg presgnt giying level. . oA T

' o e ‘3

Stdcks /Bonds . S \ ’
. o Dcsignate long term securmes to avoid capltal gains tax to estate. = ¢ .

.

Savmgs Account Trust o *

® .Whatever remains in designated savings account is ;he chantabl /gift to the ‘

institution _ :

Collectables ' '
® Specific beqliest of stamp, coin, art, antique collections.

Real Estate . .
" . ® Sign over residence with life tenancy clause
® Summer home, condominium
® Fagm land, irivestment-progcrty. buildings

" Life Insurance
® Assign current policies to parish)school as owner and beneficiary.
¢ Establish new policy with parish/school as owner and beneficiary.

Retiremmt Plans
» V@ Parish-school beneficiary to rcmalndet payments, contingent beneﬁciary.

Trusts :
® Pays income for life of donor with remainder going as charitable gift; o‘\e/ two
annuities.

No-lmerat Loans
® - Death clause which makes Joan a gift; callable 30-60-90 days, payable at death or.

cancelled. . . g

o~
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Statement

Suppbrt |

who responded to your mailmgs and ask\fqr more irfforma-*
tion. These people should be visited personally by the
pastor/school administrator and/or a member of the Com-
mittee; they should be shown your plan for the future and
“some suggested ways they might consider investment in that

future:
Table D suggests some ways donors might make deferred

__or Estate Planned gifts. The list gives your donors gn oppor--— -

tunity to look at alternate ways of giving tailore(-i to theit
particular circumstances and resources.

The donor should be given a chance to react, touch base
with their legal counsel or be referred to someone in the.
parish who might assist them. From this point on, that person

should be given a lot of personal attention: good information
on the school ard parish, personal letters from time tn time,

and should be considered a very special guest at all programs -

_ and activities of the institution. This personal treatment will
* assure the charitable 'gi&

7. Be patient: repeat the cycle, repeat what works.

)

One assumption that has been made aH along in this article

is a clear, concise, and convineing statement, illustrating your
needs for charitable gifts. The case statement tells how
donor’s generosity can make a significant impact in meeting
these needs. How that generosity can fulfill their need to be
) recognized as making a mark in the life of their community.

, The Case Statbment should establish or reaffirm your in-

stitytion's positive position in the community. it should higl-
light what the parish/schoo! is doing fo benefit others. An
_institutlon with plans and dreams for its future should be
pro;ected Sbecific investment opportunities in which pro-
‘spective donors take an interest and direct their generosity
should be itiustrated. These opportunities can be packaged in
a vatiety of ways to have more appeal to donorq Table E

v illustrates a few:
People need to know their gift will be important, solve a,

.practical need and that they themselves will bg remembered..
The Case for support should make that posgible.

‘ 26
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¥ TABI.E E Gift Opportunities—St. Pius Parish

1. Endowmen; Program ‘
®. Gifts will be held perpetually, only the interest eamed each year will be used.
The gift will continue to serve the parish beyond the donor’s lifetime.
-.2. Memorial Fami!y Scholarships

¢ Gifts of SIO 000 or more will assure financial assistance each year to X secon-
dary school students and/or X elementary students.

® Plaque, memorial booklet, annual mass, will honor your ﬁame and family for the
life of the parish.

3. Church Renovation and Development Fund \
® Income used annually for some specific renovation project.

4. Parish School of Religion
- ® Preserve religlous education
® Endow program; endow lending library; media budget, materials.

5. Youth Ministry Program

6. Social Concerns Program

1 '
Start -+Although this outline is a logical step-by-step process,
Anywbere where one starts depends on the expertise available, the time
and financial resources available to such a program. You can
all start with little motivational statements in your publica-
tions. 1 suggest one a month in the parish bulletin, one each
. issue of the alumni paper. You can all do a mailing once a year
bv purchasing brochures and literature already prepared.
You can all devote a Sunday a vear homily to the need and
moral duty of will making and estate planning. And you canall
ask people to leave money in their wills.

Be This program like any other development program and
Personal — activity will be successful in direct propor -on to how person-
Be . allyvoutreat people. In the finaf analysis, we must touch them

Grateful and their need'to give, to be recognized, to be honored, to be
remembered. This needs a personal approach, whether the
ultimate gift from this person is $1,000 or a million dollars.
We can never thank people enough for their sacrifices, their
generosity. Their gifts are important— for what they enable
vour parish or schocl to do for others. This gratefulness on
vour part only. inspires greater sacrifices and commitment.
Thank them and thank them again.

. 27 | _. L
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" Conclusion  Estae Planning and will making is important for every
adult: to preserve hard-earned estate dollars, to provide for
our future, to provide for our heirs. '

Those of us who have given these adults education and
social service, who have strengthened their faith and moral
character—share in a very unique way in the lives of these
individuals. We san and should be as important as one of their
' heirs and consequently share in the distribution of their
earthly treasures as 2 member of their family. .

Our task has a spiritual dimension to it, an adult education
.dimension to it also. Thel life can live on in testimony to
others through their gift of Self, their time and treasures. i

We need to $how theqrth€ importance of whatthey cando - -
for others: How their ;ges can inspire, teach, and sanctify
others. y AN
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The author presents. shts atérial dyecutrare burof agenerat
nature only. Legal, banking™or investment advice is not
intended. Administrators should seek docal counsel when
designing Estate Plunning programs or when talking with
prospective donors.
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